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This thesis explores, from the perspective of Skopostheorie, roles and strategies of 
the interpreter in business negotiation interpreting, which entails tackling information 
transfer, removing cultural obstacles, coordinating conflicts and facilitating 
cooperation simultaneously.  
This thesis is organized along seven interconnected parts around the research topic. 
It first introduces the background, significance, research questions and objectives of 
this study. It provides an overview of the main theories on which this essay is based 
and a brief history of the development of Skopostheorie. The following part consists 
of three sections. The first and the second sections are introductions to business 
negotiations and to interpreting in general. The third section, after defining business 
negotiation interpreting, discusses its features and purposes (Skopos) under the 
guidance of Skopostheorie. This thesis presents an analysis of the interpreter’s 
subjectivity by providing a brief review of traditional perspectives on the concept of 
the interpreter’s invisibility followed by a discussion about the interpreter’s visibility, 
and by analyzing the qualifications of interpreters. It argues that the neutrality of the 
interpreter is an impossible undertaking. Interpreters are expected to break the 
neutrality principle and bring their subjectivity as many ways as possible into play in 
order to make business negotiations successful. Meanwhile, interpreters also have to 
be careful to avoid excessive and impropriate interventions. This study presents an 
analysis of the roles of interpreters and comes up with corresponding strategies that 
interpreters can adopt in real-life business negotiation interpreting situations. A 
conclusion is provided which contains a summary of the major discussions and 
analyses in the preceding six chapters.  
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